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ropean certification systems, under- 
take mutual recognition agreements 
and in general deal with all con- 
formity assessment issues of a vol- 
untary (nonregulated) nature. Di- 
rectly responsible to its Council, the 
EOTC has three types of entities 
working under it: 

1. Agreement Groups, which ap- 
ply and make known the principles 
laid down in the standards issued 
by the Euopean Committee for 
Standardization (CEN) series deal- 
ing with quality management and 
assurance. 

2. Sectoral Committees, which 
promote the creation of Agreement 
Groups within their respective areas 
of competence. They include rep- 
resentatives of the interested manu- 
facturers, users and third parties. 

3. Specialized Committees, com- 
posed of experts in calibration, test- 
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ing, certification, quality assurance 
and inspection. They provide ad- 
vice on implementing basic tech- 
nical instruments, such as the Eu- 
ropean standards and guidelines 
on quality assurance, testing, in- 
spection and certification practices. 


Non-EC products have 


They also contribute technical ex- 
pertise on specialized questions 
to the Sectoral Committees and the 
Agreement Groups. 


ore information 
The directives concerning quality 
are published in the Official Jour- 
nal of the European Communities 


and are also available in specialized 
technical libraries and databases. A 
list of the directives in effect as of 
the end of 1992 applicable to indus- 
trial products is given on page 12, 
along with other similar directives 
under preparation in the EC. 

The EC Commission has financed 
the creation of a European database 
containing information on products 
that have to be certified, explaining 
by whom and how this is to be 
done. This database, referred to as 
“Certificat,” is designed to help ex- 
porters in other countries under- 
stand the certification procedures. It 
will be continuously updated. The 
French Standards Association (AF- 
NOR), through CEN, was commis- 
sioned by the EC to create this data- 
base, which is also available in 
printed form. (For information on 
the database contact AFNOR. See 
the list of contact addresses on 
page 12.) O 
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